Supporting internationalisation of SMEs
For many SMEs national borders still represent a significant barrier in the expansion of their business and they still depend largely, or solely, on their domestic markets. Current estimates indicate that only one fifth of European SMEs have exports and only 3% of SMEs have subsidiaries, branches or joint ventures abroad. Despite the fact that SMEs are already exposed to strong international competition even within their own internal markets, internationalisation is still not even considered by a certain percentage of European SMEs
Studies have already demonstrated the direct link between internationalisation and the increased performance of SMEs. Proactive internationalisation reinforces growth, enhances competitiveness and supports the long-term sustainability of the company.

But why, despite its advantages, most small companies do not go abroad?. They do not have the resources and the contacts which could inform them of suitable business opportunities, potential partners and openings in foreign markets. In addition, the financial investment needed to launch into the international arena can be a significant barrier to many SMEs. Also the dynamic character of barriers means that difficulties will evolve with the degree of internationalisation of the company.

It is important to say that internationalisation is not only exporting. For instance, cross-border cooperation, participation in profitable networks, search for competitive inputs or new technologies are important elements in the modern SME drive into internationalisation. 

It is fundamental for Europe to increase the capacity and effective internationalisation of SMEs, which is well below its full potential. In addition to enhancing the awareness of SMEs of the need to internationalise, European national and regional institutions must facilitate easier and more widespread access to support programmes and access to relevant and usable information. 

Internationalisation has become the condition for SMEs to survive in today’s greatly competitive environment. 

One of the key aspect to be implemented will be devoted to high value information.

Many companies, especially the smallest one and those at the early stage of internationalisation, lack the resources and expertise to identify foreign business opportunities, potential partners, export procedures, import regulations, standards and product specifications, law and regulations, marketing requirements.

In order to increase the number of internationalised  SMEs, it is essential to provide easier access to this kind of information so that the company can minimise the relatively high initial ocsts and risks of going international. The availability of this relevant information is essential for the decision-making process of SMEs as it allows them to plan an internationalisation strategy. 

Providing relevant internationalisation information to SMEs is a vast area.

We would focus on:

1. Programmes supporting matchmaking

2. Providing information on foreign market and promotion of network
3. Cross-border cooperation
4. understanding the financial needs of SMEs in the internationalisation process
1. 
With reference with the first point, Filas is actually managing a project, Sidereus, that aims at increasing economic cooperation between Europe and Asia, while encouraging growth and transnational agreement in the region and promoting mutually beneficial economic co-operation relationships between European and Asian SMEs and larger companies in the aerospace sector, with a special focus on GALILEO-based satellite navigation applications. The project will organise a major matchmaking event among European and Asian SMEs that will take place in Beijing form the 26th to the 28th of November 2008. 
Lack of information, unclear understanding of the Asian business environment and superficial perception of market conditions actively hinder the market entry of European SMEs. Sidereus will give the SMEs all the support and the necessary instruments (market analysis, networking, business meeting and informal meetings) to start an internationalisation path.
2. 
The services that can be offered to SMEs will include information on import and export regulations, market opportunities and marketing strategies for SMEs in specific sectors (aerospace, audiovisual, life science). Another service offered will be the possibility for the SME to enter an international network. Networks facilitate the interaction between different companie and companies sharing common objectives and interests: they can favour synergies suh as faster access to new technologies and enhance access to potential business partners. Networking is an excellent tool for searching for technologies and know-how.

3. 
Last but not least, cross-border cooperation, joint programmes and pilot projects can be implemented inside the Clunet consortium. Different degrees of expertise, strong sectoral approaches, innovative know-how and results of R&D research activities can be a good starting point to develop common initiatives. Filas has strong interest in the sectoral approach. Presentation of new proposals in FP7 calls, CIP or Europe Aid in the aerospace or life science field are one of the target objectives for the next months.
4. 
Financial issues top the list of SMEs priorities as one of the main problem to consider when it comes to start international operations. Usually, financial matters are not an area of expertise of SMEs and will require a lot of energies and time. Giving information about financial schemes already existing and financial mechanism of internationalisation will be the main target of this specific aspect.
